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The University of Dayton 
FIRST IMPRESSIONS DICTATE 
JOB PERFORMANCE, REWARDS 
News Release 
April 13, 1992 
Contact: Pam Huber 
DAYTON, Ohio- If you and your new boss have a good relationship from the very 
beginning, your career is in good shape. If not, keeping your nose to the grindstone may not 
be enough to guarantee a long and profitable association. 
First impressions, not necessarily job performance, can dictate how your career 
progresses. 
C. Dean Stilwell, assistant professor of management at the University of Dayton, 
followed 166 employees and their supervisors through the first six months of employment at 
Georgia Tech and the University of lllinois at Chicago. Lead researchers were Bob Liden 
and Sandy Wayne, associate professors of management at the University of Illinois at 
Chicago. The study is being reviewed for publication by the Journal of Applied Psychology. 
The study showed that expectations developed in the first week were an important 
factor in determining job assignments and supervisor-subordinate relations after six months of 
employment. 
"Expectations became self-fulfilling," said Stilwell, "both from the subordinate's point 
of view and also from the supervisor's. On-the-job performance plays a role in determining 
job assignments and employee relationships, but a smaller role than you would expect. It's 
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only when performance goes way above or way below expectations that people will stop and 
think about what's going on." Supervisors and subordinates tend to take note of actions that 
confirm their expectations, Stilwell said. 
The study also asked the subordinates and their supervisors about perceived similarity, 
or how alike they felt they were in values, attitudes, beliefs and other internal characteristics. 
"It followed the same pattern," Stilwell says. "If the employee was perceived as similar to 
the supervisor, then the job assignments and relationships were better. If they were not 
perceived as similar, then job assignments and relationships were worse." 
The findings should be disturbing to business managers, says Stilwell. 
"If a company's performance is important, then you want people who work for that 
company to perform well. But according to the study, you aren't really sure that employees 
are performing well, because the social aspect of the supervisor-subordinate relationship plays 
a very important part in the way things get done. Evaluations don't always show the bottom 
line or the best performance." 
"People want to be very naive, and they try to make business simple, especially the 
aspect of managing people," he says. "But it's more complex than saying people who 
perform well will be rewarded." 
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For media interviews, contact C. Dean Stilwell, a West Chester resident, at (513) 229-3556 
or (513) 860-4082. 
